The Internet is turning national markets into global markets in which companies must increasingly contend with domestic and international competitors (Department of Foreign Affairs & Trade, 1997; Doukidis, Gricar, & Novak, 1998; Vogel, Gricar, & Novak, 1997) . It is therefore vital that firms make use of approaches and technologies that will enable them to operate effectively and efficiently in this environment. Electronic commerce (eCommerce), or the conduct of business by electronic means via telecommunications networks (Wanninger, 1998) , provides a range of such solutions or technologies including the following:
clerks are not required to retype information from paper-based documents into a company's computer applications (Sokol, 1995) ; • electronic mail (or e-mail), which enables people to send/receive memos and, for instance, word-processed documents and spreadsheets via the Internet (Vargo & Hunt, 1996) ; and • World Wide Web (WWW or the Web), which can be used by businesses to provide product catalogues, company information, product order forms, and a range of other information and services via the Internet (Vargo & Hunt, 1996) .
The rapidly growing importance of eCommerce gave us the impetus to develop an Internet-mediated business simulation called Teaching Realistic Electronic Commerce Solutions (TRECS) and to investigate its usefulness for teaching business professionals and university students how eCommerce technologies can be exploited by organizations. The main purpose of our exploratory, qualitative research has been to investigate the most appropriate ways in which to design and use an Internet-mediated business simulation. This article will describe our experiences in using TRECS from 1993 to the present and will include 1. an overview of TRECS and the tasks the participants were required to complete; 2. an outline of the design aspects of TRECS and how the Internet was (or will be) used to enhance these components; a. the user manual that was used by the participants to assist them in completing the simulation tasks; b. the briefing and debriefing sessions comprising TRECS; c. the international trade procurement activities that students completed; and 3. a discussion of the lessons learned while using TRECS and how we addressed the problems encountered.
The article will also include discussions of future extensions to TRECS that will result in an increased use of the Internet and the Web. We believe the practical results of our research will be valuable to other designers of Internet-mediated business simulations.
simulation/game developers with the means by which to enable participants from different physical locations to take part in the same simulation/game (see, e.g., Crookall & Landis, 1992) . Examples of educational simulation/games that use the Internet include
• ICONS and SOLSYS, which use the Internet and/or the Web to facilitate participant communication; • THE INTERACTIVE PATIENT, in which medical students use the Web to diagnose and formulate treatment plans for simulated "on-line" patients; and • SECTOR 001, in which participants use the Internet to participate in an interactive game.
Developing effective educational approaches has also been the aim of eCommerce practitioners, researchers, and teachers of university students and/or business professionals (see, e.g., Anonymous, 1990; Joyce, 1998; Niedzwiedzinski, 1995; Parker, 1997; Petric, Zupancic, & Gricar, 1996; Wagenaar, 1992; Wrigley, 1993) . Although all these authors generally advocate experiential techniques-such as workshops, interactive demonstrations, and software experimentation-only Wrigley (1993) , Wagenaar (1992) , and we have employed a business simulation approach to teaching varying aspects of eCommerce. Wagenaar and Wrigley's business simulations did not meet our eCommerce teaching objectives because • Wrigley's (1993) main focus was on teaching university students how to design computerized information systems (which included the processing of EDI-based business transactions sent and received via the Internet) and demonstrating possible eCommerce solutions to real businesses. Our aim was to design a business simulation specifically to teach eCommerce and to encourage simulated trading among business participants (as well as university students)-not just to demonstrate eCommerce solutions. • Wagenaar's (1992) primary objective was to teach participants from small through large businesses how EDI can be used to streamline logistic chains within complex industries. Our aim was to develop a simplified, yet realistic supply chain that addressed the eCommerce educational needs of small and medium enterprise (SME) proprietors in particular.
We believe that educating the managers/owners of SMEs is very important, because if they do not appreciate the benefits of eCommerce they are unlikely to adopt these solutions (Iacovou, Benbasat & Dexter, 1995; Parker, 1997 ; see also Emmelhainz, 1992; Udo & Pickett, 1994) . We anticipated that a business simulation approach to this education would be appropriate for businesspeople (and university students) because
• simulation/games have been used to educate and train business professionals and university students for many years (Biggs, 1987; Burgess, 1991; Klein, 1992) ; • adult learners, who include university students, often prefer to "learn by doing" (see Knowles, 1990; Ramsden, 1992) , and simulation/games provide players with this opportunity (Fripp, 1993) ; and • simulation/games have the potential to change participant attitudes when used in conjunction with debriefing sessions (see, e.g., Kaplan, Lombardo, & Mazique, 1985; Schumacher, 1992) .
These benefits of business simulations and the need for effective eCommerce education approaches gave us the impetus in 1993 to develop TRECS to teach business professionals and university students how eCommerce technologies can be exploited by organizations. In addition, TRECS provides participants with the opportunity to experiment with these eCommerce solutions in a risk-free setting.
Participants in TRECS adopt the role of a company in a kitchen appliance manufacturing supply chain and exchange EDI-based business documents and e-mail with one another via the Internet to procure input materials and to manufacture end products. TRECS has been used for 5 years with information systems university students from Monash University, Australia, and the University of Maribor, Kranj, Slovenia-although in the past 2 years, TRECS has only been used within Australia because of the large number of local students. In 1997, TRECS was also used with business professionals.
How TRECS Works
The kitchen appliance manufacturing industry simulated during TRECS comprises an entire supply chain of companies from a raw materials supplier, to metal or plastic component suppliers, to appliance manufacturers, and finally to retailers. Each of these student-operated companies (with the exception of the raw materials supplier and the retailers, which are operated by the TRECS facilitators) is responsible for purchasing fictitious inputs, building products using these inputs, and selling the products to customers. Figure 1 illustrates how these various company types trade with one another.
TRECS has one bank, warehouse, and freight forwarder for the entire international game, and players use these service facilities to exchange goods and funds with their trading partners. For example, a customer sends a payment order document to the bank (via the Internet), and the bank arranges the exchange of funds from the customer's account to that of the supplier specified in the transaction. Participants are generally required to complete two trade cycles that involve purchasing inputs, manufacturing, and selling
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products. Students complete two trade cycles during an academic semester, in which each trade cycle takes 2 weeks (of 2 hours duration each week) and involves a range of activities including
• setting prices for their end products while taking into consideration the various expenses associated with running their organization, including freight forwarding and manufacturing costs and the cost of the input materials they purchase from suppliers. Participants are, therefore, required to compete with companies of the same type for market share; • predicting customer demand for their end products and, consequently, purchasing enough inputs to manufacture these end products; • communicating with customers and suppliers using e-mail to build and maintain strategic relationships with these trading partners; and • exchanging EDI-based documents (such as purchase orders and invoices) via the Internet to complete the procurement activities comprising a simulation trade cycle.
Business professionals undertake a more simplified trade cycle that involves only the exchange of business documents via the Internet, in which the prices for their products and the quantities of inputs materials ordered are of no concern. This approach was used because we found that these participants generally only had time to spend a 3-hour period to learn about eCommerce and because introducing the gaming aspects of TRECS would have significantly increased the length of the course (Parker, 1997) .
TRECS is therefore not categorized as a total enterprise business game because participants do not provide decision inputs for all the main functions of an organization (Keys, 1987) . In addition, the objective of TRECS is not to develop in students the decision-making skills of a top-level executive (Cohen & Rhenman, 1961) nor to teach students how to run a business.
Players are instead required to make procurement-related decisions during each trade cycle. In addition, participants investigate how eCommerce technologies enable their firm to achieve specific procurement-related objectives such as maintaining low inventory levels, reducing their lead time, and eliminating the majority of clerical errors associated with processing business transactions electronically rather than using paper. For this reason, TRECS is classed as a functional business game because its primary focus is on one major business function (see Biggs, 1987; Fritzsche & Cotter, 1990 )-procurement.
Designing the TRECS Business Simulation
The TRECS business simulation was designed using the general approach advocated by Jones (1980) so that we incorporated briefing, action, and debriefing components in addition to user manuals to help students with the completion of the simulation activities. Each of these aspects of the design of TRECS has been (or will be) affected by the advent of the Internet and the Web.
The TRECS User Manual
We found that it was essential to have a high-quality and sufficiently detailed TRECS user manual describing the business simulation, the organizations, the trade cycle (or procurement) activities, the use of the TRECS software, and how to calculate end-product prices and order quantities (Parker, 1997; cf Fritzsche & Cotter, 1990) . Over the 5-year development period of TRECS, the user manual became increasingly step-by-step in nature rather than narrative oriented, because students were less inclined to use a manual that contained detailed explanations of their tasks.
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The main problem with the user manual was that it became quite large during its evolution, because it needed to fulfill many roles. More specifically, the manual has four sections:
• an overview of the game and the industry, the objectives of TRECS, and the business documents that comprise a trade cycle; • a section that leads participants through all the trade cycle activities, such as calculating prices, predicting customer demand, and using the computer software to send, receive, and respond to each business document; • a code of practice that specifies the penalties that are imposed if a company does not fulfill its responsibilities to its trading partners within the allowable time frame; and • a quick reference manual for the computer software if the players do not wish to look through the entire manual for instructions on a specific task.
The preparation of a paper-based user manual for each student organization consumed a lot of the TRECS facilitator's time, because this involved making sufficient copies of the manual for distribution. We could not provide the user manual in electronic form because the students used a commercial, text-based EDI software package to create and send their business documents, so they could not view the manual and use the software on the same computer simultaneously. Further problems occurred during the trade cycles if students forgot to bring their user manual with them to the classes.
The advent of the Web and the planned introduction of a new Windowsbased version of the TRECS software will alleviate the problems that were encountered by the TRECS facilitators and the participants. More specifically, future TRECS business simulations will incorporate Web-based user manuals so that students will be able to view this information using the same computer on which the new Windows-based TRECS software is running. In addition, facilitators will not be required to produce paper copies of the manual because all students will have access to the user manual via the Web.
We also found that students often used the step-by-step instructions in the user manual as a checklist for ensuring that they completed the required business simulation tasks. For this reason, we also plan to incorporate checklists into the on-line version of the manual so that participants can keep a record of the activities they have completed.
We believe that the availability of the user manual via the Web will be important for international players, especially as the number of universities taking part in TRECS worldwide increases. For example, distributing electronic user manuals (e.g., as a word-processed document) via the Internet to all participating universities will result in logistical problems, because we will never be certain whether they have the most up-to-date manual. The Web will address this problem because all participants will have access to the exact same computer that hosts the Web-based user manual. Any alterations that we make to the user manual will be immediately accessible to all participants.
In contrast to the use of TRECS with university students, we found that a user manual for the business professionals was not required because
• we developed a Windows-based business application that these participants used to create, send, and receive their business documents. This application required minimal data entry from the participants so that the learning curve associated with this application, when compared to the DOS-based application used by the university students, was reduced significantly; • we demonstrated the use of the application for approximately 10 minutes prior to these players taking part in the business simulation, and we found that participants only required a brief demonstration of this application to use it competently; and • the business professionals only were required to do a small subset of the tasks completed by the university students-that is, no price or order quantity calculations.
The business professionals, some of whom had had little experience with computers, were able to use the Windows-based computer application and experiment with eCommerce technologies such as EDI within 15 minutes without requiring a user manual. Our success with this approach led us to develop a similar, but more sophisticated, Windows-based business application for the university students that we believe will reduce the learning curve associated with TRECS for these players.
Briefing Sessions
During the briefing sessions of TRECS, participants learned the fundamentals and organizational benefits of eCommerce, the purpose and operation of the business simulation, and the use of the TRECS software. The university students in particular were also given a 2-week period to practice an entire trade cycle so that they could familiarize themselves with the user manual and learn how to predict customer demand, determine the correct number of inputs to order, and calculate prices for their end products. The briefing sessions were primarily interactive and involved verbal discussions with students to explain the operation of the business simulation and to supplement the information provided in the TRECS user manual. The Internet was therefore not used during these sessions because students preferred verbal interaction with the facilitator and with other students in their class.
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Students did, however, use Internet-based e-mail for other purposes during TRECS:
• for introducing themselves to trading partners, advertising their end products and services, and building alliances with key suppliers to guarantee complete order fulfillment; • for communicating with the Slovene participants and with local students who were in different classes (but who were all participating in the same business simulation); and • for asking questions of the TRECS facilitators between briefing sessions and during the actual business simulation, while the students were completing tasks in their own time.
We found that e-mail requests from students between briefing sessions were very effective because we often sent responses to these questions to all participants who would also benefit from the answer. This had the positive effect of ensuring that all students received answers to these questions, even if these players had not yet encountered the problem being addressed.
Trading via the Internet
The TRECS participants operated their companies and traded with one another by exchanging EDI-based business documents via the Internet. The types of transactions that the participants needed to perform included
• sending price catalogues to advertise their end products and prices, • creating purchase orders based on received price catalogues, • receiving orders and responding to them with invoices and dispatch advices to notify customers that the required products have been sent, and • receiving invoices and responding to them with payment orders and remittance advices.
We found that this type of trading via the Internet was very successful and that, in general, students discovered that EDI, the Internet, and e-mail made it easier to trade with overseas organizations (in addition to local companies) compared to using paper documents. Students therefore learned the benefits of eCommerce for facilitating international trade.
The fact that customers and suppliers were often not participating in TRECS at the same time (e.g., they were overseas or were in a local class operating on a different time/day) meant that each trade cycle had to be 2 weeks in duration. This was necessary because when a customer sends a purchase order to suppliers, for instance, the suppliers are not be able to reply until their class time. A 2-week trade cycle was sufficient in this situation, so long as customers received all their suppliers' price catalogues during the briefing period, because
• during the first week of a trade cycle, customers send their purchase orders and suppliers reply to these orders with invoices and dispatch advices later that week; and • during the second week, customers receive their orders, complete their manufacturing tasks, and pay their invoices. The suppliers receive their payments later that week or at the beginning of the next trade cycle.
In future uses of the TRECS business simulation, we will encourage students to investigate ways in which eCommerce technologies such as the Web can be used to reduce the trade cycle length to a single week rather than using the current 2-week approach. For example, suppliers can investigate the feasibility of using a Web-enabled ordering system that automatically fills customer orders and ships the required goods, with no manual processing of business documents required by the supplier. The Web system will need to allow the supplier's customers to see a list of products, prices, and inventory levels; type in their order quantities; initiate a payment; and receive the goods all in the same class session.
The Debriefing Sessions
A debriefing session is typically described as an essential component of educational simulation/games because it increases the likelihood that participant learning will take place (see, e.g., Baker & Jensen, 1997; Chiodo & Flaim, 1993; Lederman, 1992; Thiagarajan, 1994) . We therefore realized that debriefing opportunities were especially important for inclusion in our TRECS business simulation.
A debriefing session was used after the two trade cycles were completed. During this session, TRECS participants returned to their normal roles as students, and the TRECS facilitator became the teacher so that reflections and discussions on what transpired during the business simulation could occur (see Crookall, 1995; Jones, 1980; van Ments, 1983; Wolfe, 1985) . The facilitator and students discussed their involvement in TRECS and the strategies that they used (see Fritzsche & Cotter, 1990) . More important in the context of TRECS, the debriefing sessions helped the facilitator ensure that misunderstandings and mistakes were corrected through participant discussions, that participants applied their learning to other situations, and that eCommerce concepts/issues were linked with previous learning (see van Ments, 1983) .
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The debriefing sessions were used quite differently over the 5-year development period of TRECS. In the first 2 years, informal debriefing was used to encourage students to discuss their business simulation experiences while completing their simulation activities-that is, no formal debriefing session was allocated. Although students did engage in some beneficial discussions with the facilitator and/or fellow students, we found that students tended to concentrate on completing their tasks. We therefore found that informal debriefing sessions alone were not sufficient for effective learning during TRECS.
Scheduled debriefing sessions at the conclusion of TRECS were therefore introduced into the business simulations run during the following 3 years. These dedicated sessions were successful because students had time specifically set aside to discuss their experiences. For example, they discussed how the use of eCommerce technologies enabled their companies to operate efficiently and accurately because they were not required to retype information-something they would have done had they received paper-based businesses documents instead. The debriefing session therefore helped students appreciate in a more concrete manner the concepts introduced during their lectures and allowed the facilitators to address many participant misunderstandings.
Students also discussed some of the problems they experienced when operating their companies, such as the difficulties suppliers had collecting order forecast e-mails from customers so that they could plan their production schedules. These problems therefore led to discussions on how eCommerce technologies can help to alleviate these problems.
Additional debriefing sessions were introduced in the fifth TRECS business simulation in the week following each trade cycle, in addition to the final debriefing session at the end of the academic semester. Students were required to answer in their own time tutorial questions that were given to them at the end of each trade cycle. The questions encouraged them to explore important eCommerce issues and concepts (such as the different ways in which companies can apply these technologies) and to use their experiences with TRECS when preparing their answers. During the tri-weekly debriefing sessions, students discussed their answers with the entire class so that their collective understanding of the concepts could be shared and so that any misunderstandings they might have had could be clarified.
We believe that this approach was effective because students showed unexpected enthusiasm when preparing these answers, many of which were more detailed than we required. Students also appeared to be more active in discussions during the tutorial sessions after each trade cycle because they had already achieved significant levels of understanding about the issues that they had investigated when preparing their answers-thus, these debriefing sessions developed further extensions to this knowledge. In addition, the discussions concerning their experiences in TRECS at the end of the first trade cycle gave them the opportunity to learn about the strategies used by other students so that they could employ these strategies themselves in the second trade cycle. Participants in the preceding four business simulations did not have this opportunity because they only had a single (or only an informal) debriefing session.
We did not offer students the opportunity to engage in debriefing discussions with participants in other locations because the participants were in different classrooms or countries and were participating at different times. The Internet, however, offers a possible way in which to support networked debriefing sessions because, for example, students can send e-mail to all other participants and, subsequently, engage in networked discussions. We plan to trial the use of this approach in future TRECS business simulations (in addition to the existing debriefing sessions) to determine whether students will make use of the facility and will benefit from it. We anticipate that this approach could be successful because networked debriefing sessions that have been used in other simulation/games have been successful (see Crookall & Landis, 1992) .
We found that a 30-minute debriefing session during the 3-hour TRECS course for business professionals was also successful because it gave these participants an opportunity to ask further questions about eCommerce. We were able to use this period to address any misconceptions held by the participants and to discuss how the various eCommerce solutions they used and saw might be used in their organizations. Networked debriefing sessions will not be used during this condensed, 3-hour format of TRECS because there will be insufficient time to teach participants how to use e-mail and because all participants in the course are in the same room.
Lessons Learned During TRECS
Our experiences when using TRECS over a 5-year period have led to a better understanding of the ways in which to design and use an eCommerce business simulation. For example, we found that the Internet has provided us with many more opportunities to automate tasks that were performed manually by the TRECS facilitators. The main problems we encountered and the solutions we have employed to address them are discussed next.
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Automating Banks and Warehouses
During the first 2 years in which we used TRECS, we found that the facilitator was able to operate the bank, warehouse, and freight forwarder without difficulties, because there were only about five student organizations in each simulation. In addition, we believed that it was important for the facilitator to run these service facilities, because we wanted to ensure that the service facilities would be operated correctly and in a timely manner and to ensure that all students had comparable experiences with manufacturing-type organizations.
The facilitator's ability to process the business documents handled by these service facilities during the following 3 years decreased dramatically as the number of participants in TRECS increased-that is, 34 in 1995 34 in , 45 in 1996 34 in , and 61 in 1997 34 in . In 1997 in particular, we estimate that there would have been hundreds of business documents handled by these service facilities (see Liman, 1997 , for a more detailed discussion of this problem). This problem was further exacerbated by the fact that the TRECS facilitator had other roles, such as
• answering questions and solving operational and technical problems experienced by the participants, • facilitating discussions among participants to encourage the exploration of relevant eCommerce issues, and • providing assistance to students on the use of TRECS software and on the practical activities associated with operating the simulated organizations.
A business simulation management system (BSMS) was therefore developed to automate the operation of these service facilities so that facilitators can concentrate on their more important pedagogic roles (Liman, 1997; see also Wrigley, 1993; Yeo, 1992) . In addition, the BSMS enables the facilitator to design new manufacturing-oriented supply chains, because the facilitator can
• define the organization types and the products each company type will build; • specify the trade relationships between these company types to form a supply chain, from a raw materials supplier through retailers/consumers; and • identify the goods (raw materials, components, etc.) that will be traded between these companies.
business documents received from them. The BSMS therefore has many benefits to offer students and facilitators:
• Student companies receive immediate feedback on any business documents sent to the bank, warehouse, and freight forwarder via the Internet. For example, the BSMS will notify the company if it does not have sufficient inventory to ship the quantities of goods specified in its dispatch advice; • companies can obtain their current bank balances and inventory levels at any time, even if they are overseas, without needing to request this information from a facilitator; • companies that are not valid trading partners are prevented from trading, because the BSMS knows which company types can trade with each other by using the information it stores about the design of the industry supply chain; • the BSMS receives and sends all its business documents via the Internet and operates in a continuous manner so that TRECS companies worldwide can use the services of the bank, warehouse, and freight forwarder at any time; • the BSMS is able to demonstrate some of the benefits of eCommerce in its own right, because it cannot provide its services without eCommerce technologies. The BSMS itself can therefore serve as an educational tool; and • the facilitator is no longer required to analyze manually the business documents exchanged by student companies to obtain information about the progress of the business simulation, because the BSMS can provide these data automatically.
Setting Up New Companies
The TRECS facilitators also experienced additional problems adding new student companies to the business simulation, because the number of students increased over the 5-year period. For example, each student company used a DOS-based computer application that needed to be configured or set up specifically for that company. The types of company-specific information that needed to be input into each company's system by the facilitator included the company's name, the details of the company's trading partners, and the details of the products it could buy or sell from or to these companies. The process of configuring the computer application for a student company sometimes took as long as half an hour.
We have addressed this problem using two approaches. First, the new Windows-based computer application that will be used by students to create, send, and receive their business documents obtains all information about the specific company it represents using a configuration or setup file. This computer file contains such data as the company's name, its trading partners' details, and the products it can trade with these companies. Second, because the BSMS already stores all the information about the design of the
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simulation industry and the companies, the BSMS can create the configuration files for each student company without the facilitator needing to create the configuration file manually. This approach to configuring companyspecific computer applications has reduced the business simulation setup process from half an hour to a matter of minutes or seconds for each company.
Distribution and Availability of TRECS
Currently, universities interested in taking part in TRECS and/or obtaining the simulation software and manuals are required to contact Craig Parker and request these materials by e-mail at craig.parker@deakin.edu.au. As more universities start taking part in TRECS, we anticipate encountering problems with distributing the simulation software/manuals and ensuring that universities have the current versions of these materials. The Internet and, more specifically, the Web will be essential for alleviating these difficulties, because we will use this medium to
• send the company-specific configuration files as e-mail attachments or make them available to universities via the Web; • distribute the TRECS software and, if necessary, a copy of the BSMS;
• provide the detailed software installation and TRECS operation manual for the facilitators, either via the Web or as downloadable/printable documents; and • communicate with international facilitators who are assisting their students in taking part in our international eCommerce business simulation.
In the event that TRECS becomes a commercial product, our primary concern with Web-based provision of the simulation software and manuals will be preventing unauthorized downloading, use, and distribution of these materials. We therefore believe if Internet-mediated simulation/games are intended to be commercial, access to the product should be limited using passwords and other security features offered by the Web.
We are currently developing an entirely Web-based version of TRECS to investigate the feasibility of this type of approach to the design of eCommerce business simulations. The Web version of TRECS combines the roles of the student software and the BSMS so that participants anywhere in the world will only require a Web browser to take part in the business simulation. We believe that this approach to the design of TRECS will have a number of advantages over the existing Windows-based version including the following:
• Separate TRECS software for participants will not need to be distributed to and installed by facilitators, because participants will access a single Web server with their browser. This will result in significant reductions in the time required to prepare the business simulation.
• Web-based software is generally computer-platform (e.g., PCs, MacIntosh, Unix) independent, so long as these platforms support Web browsers that are compatible with one another. This advantage will mean that TRECS software will not need to be developed separately for each platform.
• Facilitators will be able to interact with the BSMS remotely using a Web browser after providing a password. With the existing Windows-based version of the BSMS, by contrast, the facilitator must use the computer on which the BSMS is installed.
• Participants and facilitators will only be able to use the most recent versions of the TRECS business simulation so that there will be no problems with some people using outdated copies of the simulation software and manuals.
• Web servers are specifically set up to run on a continuous basis so that overseas and local players will be able to participate in TRECS and access the business simulation resources 7 days a week and 24 hours a day.
• Participants (and facilitators) with Internet access from home will be able to complete unfinished tasks without needing to find spare machines in computer laboratories at their university.
The Web-based version of TRECS will be trialed in the second half of 1998 with eCommerce students at Deakin University. Further information about TRECS can be found at the Web address http://mis.man.deakin. edu.au/TRECS/.
Conclusion
Our qualitative, exploratory research into the design and use of an Internet-mediated business simulation called TRECS has shown that this approach to simulation/gaming can be successful and a valuable way for students to learn about eCommerce. Our experience with this type of business simulation has also resulted in what we believe are useful practical ideas and experiences that will be of value to other designers of Internet-mediated business simulations.
